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Dear  GenerjaiK Wheeler : 

Tf 

Just  a brief  note  to  thank  you  and  your 
troops  for  the  splendid  support  that  you  have  been 
providing  our  coininanders  in  the  field.  The 
quality  of  today's  recruits  is  nothing  short  of 
superb.  The  better  the  recruit,  the  better  the 
soldier;  the  better  the  soldier,  the  better  the 
unit  and  the  better  our  Total  Army. 

None  of  this  would  be  possible  without 
consistent  command  emphasis  from  the  top.  I want 
you  to  know  that  Army  Reserve  recognizes  and 
deeply  appreciates  your  efforts  in  our  behalf. 

Please  share  my  sentiments  with  all  who  have 
supported  us  so  ably. 


Army 


Major  General  Jack  C.  Wheeler 
Commander 

U.S.  Army  Recruiting  Command 
Fort  Sheridan,  Illinois  60037-6000 
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% the  time  you  read  tfiis,  unfC  fuive  said good6ye  to  our 

Chief  of  Staff,  COL  Jerry  W.  Qinn. 

Infarezved,  COL  Qinn  said,  "I  tried  to  mal^  a difference. " 9Le  did. 

COLSUvJart  % ‘McQTegar,  Gtk'Brigade  commander,  assumes  CofS  duties  onApriCG,  1992. 


The  way  I see  it 

si I 


All  "The  Way  I See  It"  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that 
are  signed  and  include  a phone  number  \vill  receive  a phone  call  within  48  hours  of  receipt.  Those  with 
addresses  will  receive  a written  response  approximately  3 weeks  from  receipt. 


A recruiter  writes:  I do  not  feel 
that  the  Regular  Army  nurse 
recruiter  is  given  a fair  oppor- 
tunity to  achieve  the  Army  Nurse 
Candidate  Program  mission.  We 
are  restricted  from  recruiting  at 
any  ROTC  host  school,  while  our 
competiHon  is  allowed  to  sell  the 
same  program.  Why  give  the  mis- 
sion if  we  are  not  allowed  to  crush 
our  competition  on  the  battlefield? 

Medical  Directorate  replies: 
Public  Law  101-189,  FY  91  Defense 
Authorization  Act,  dictates  that 
ANCP  cannot  compete  directly 
with  Army  ROTC.  This,  however, 
does  not  preclude  us  from  schools 
which  have  USAF  or  USN  ROTC. 
USAF  and  USN  also  have  restric- 
tions whereas  they  cannot  actively 
recruit  from  their  respective  host 
schools. 
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How  do  you 
see  it? 

Send  your 
comments  on 
the  form  on 
page  13, 

V ) 


A recruiter  writes:  Back  when  I was  a RA  field  recruiter,  if  I 
carried  a mission  of  one  GMA  and  recruited  one  GMA  who  was 
a member  of  a local  USAR  unit,  I got  credit  for  making  mission 
box  the  day  that  applicant  took  a job  at  MEPS,  even  though  he 
may  not  have  accessed  until  the  following  month  or  sometime 
thereafter. 

Now  I am  an  RA  nurse  field  recruiter  with  a similar  mission 
(one  commission  per  quarter).  So,  if  I recruit  a commissioned 
ANC  officer  from  a local  USAR  unit  who  gets  selected  for  active 
duty  by  OTSG  this  quarter,  but  cannot  access  until  next  quarter, 
why  do  I get  "beat  up"  for  not  making  mission  this  quarter  when 
there  is  little  or  no  difference  than  the  above  mentioned  situa- 
tion? And  why  then  am  I a hero  if  I recruit  a NPS  nurse  who  gets 
selected  by  OTSG  this  quarter  and  commissions  this  quarter, 
even  though  she  may  not  actually  access  until  next  quarter? 

The  way  I see  it,  the  current  system  for  awarding  recruiters 
credit  for  the  nurses  we  recruit  is  very  inconsistent  and  needs  to 
be  changed.  Either  award  credit  for  everyone  when  they  access, 
or  award  credit  for  everyone  when  they  are  selected  and  commis- 
sioned (in  this  case,  when  they  are  selected  since  they  are  already 
commissioned). 

I realize  that  the  Army  may  want  us  to  put  more  emphasis  on 
recruiting  NPS  nurse  but  why  penalize  the  recruiter  for  recruit- 
ing a USAR  nurse  instead  of  a NPS  nurse?  Just  as  much  time  and 
effort  go  into  recruiting  each. 

The  bottom  line  is  that  USAREC  gives  me  a mission  to  recruit 
one  nurse  this  quarter  who  will  access  to  active  duty  next 
quarter.  So  what  difference  does  it  make  if  that  nurse  is  currently 
a member  of  the  USAR?  I thank  you  for  your  time  in  addressing 
this  situation  and  am  looking  forward  to  your  response. 

Medical  Directorate  replies:  The  Commission  Mission  Pro- 
gram was  designed  to  ensure  accessions  and  preclude  declina- 
tions. The  program  requires  recruiters  to  process  applicants  who 
are  truly  committed  to  access.  Statistics  show  that  when  a direct 
appointment  applicant  takes  the  oath  of  office  we  are  assured  of 
an  accession.  Ninety-nine  percent  of  those  who  commission  go 
on  to  access.  Those  applicants  who  hold  an  appointment  in  the 
Reserve  demonstrate  their  commitment  upon  accession.  There- 
fore, credit  is  awarded  at  two  different  points  in  the  processing 
cycle.  By  so  doing,  the  program  deters  recruiters  from  processing 
applicants  who  are  not  committed. 
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Voluntary  early 
release  for  AG R 
recruiters 

USAREC  is  losing  144  AGR 
authorizations  in  FY  92  and  151 
more  in  each  of  the  following  3 
years  for  a total  reduction  of  597. 

In  people  terms,  this  means  that 
USAREC  is  losing  597  soldiers  in 
the  next  4 years. 

To  make  this  happen,  HQ 
USAREC  is  looking  at  some 
proposals  to  reduce  the  force.  The 
proposals  are  for  both  voluntary  as 
well  as  involuntary  departures 
from  recruiting  duty.  Obviously, 
we  would  all  favor  voluntary  depar- 
tures but  incentives  such  as  VSl 
and  SSB  aren’t  likely  to  be  offered 
to  AGR  soldiers.  AGR  recruiters 
may  opt  for  voluntary  early  release 
from  active  duty  to  continue  their 
education  or  to  accept  civilian 
employment.  For  those  who  find 
voluntary  early  release  attractive, 
all  that  is  required  is  a DA  Form 
4187  requesting  release  from  ac- 
tive duty.  Submit  the  4187  through 
the  chain  of  command  citing  one  of 
the  two  reasons  listed  above.  Re- 
quests for  voluntary  early  release 
are  usually  being  approved  with 
the  requested  release  dates. 

POC  is  ETC  Dennis  Bryant,  HQ 
USAREC  Personnel  Directorate,  1- 
800-223-3735,  extension  2607. 

POW/MIA  teams 
land  in  Vietnam, 
Cambodia,  Laos 

TTie  search  for  possible 
Americans  missing  in  Southeast 
Asia  continues.  For  the  first  time 
ever,  the  US  has  fielded  POW/ 

MIA  teams  in  three  countries  at  the 


same  time.  Officials  say  investiga- 
tions in  Vietnam,  Cambodia  and 
Laos  are  “a  clear  indication  of  US 
efforts”  to  solve  the  nearly  20-year- 
old  problem.  The  US  teams  are 
made  up  of  personnel  from  Joint 
Task  Force  Full  Accounting  and 
US  Army  Central  Identification 
Laboratory.  US  technical  experts 
arrived  in  Vietnam  and  Cambodia, 
Feb.  19. 

On  Feb.  15,  representatives  of 
the  US  government  began  inves- 
tigations in  Laos.  “The  US  wel- 
comes and  appreciates  the 
cooperation  of  Vietnam,  Laos  and 
Cambodia,”  said  a DoD  official. 

He  said  the  search  for  Americans 
missing  as  a result  of  the  Vietnam 
War  is  “a  matter  of  highest  nation- 
al priority  for  the  United  States.” 

ARNEWS 

MSG  board  to 
meet  in  April 

The  1992  Master  Sergeant 
Promotion  Board  will  meet  April 
28  at  Fort  Benjamin  Harrison,  Ind. 
The  board  will  consider  all  ser- 
geants first  class  with  dates  of  rank 
of  April  30, 1989  and  earlier,  and 
basic  active  and  entry  service  dates 
prior  to  April  28,  1984.  The 
primary  zone  includes  soldiers 
with  dates  of  rank  of  Oct.  31, 1987 
and  earlier;  dates  of  rank  for  con- 
sideration in  the  secondary  zone 
are  Nov.  1,  1987  through  April  30, 
1989.  The  board  will  also  select 
sergeants  first  class  and  sergeants 
for  bars  to  reenlistment  under  the 
Qualitative  Management  Program. 
Sergeants  first  class  with  dates  of 
rank  of  March  3 1 , 1992  and  earlier, 
and  sergeants  with  a BASD  of 
April  28, 1984  or  earlier,  will  be 
considered  for  QMP. 

ARNEWS 


More  than  400 
NCOS  selected 
for  CSM,  SGM 

About  160  non-commissioned 
officers  were  selected  for  advance- 
ment to  command  sergeant  major 
by  Army  board  members  at  Fort 
Benjamin  Harrison,  Ind.  The 
board,  which  recessed  Feb.  12,  also 
selected  about  270  master  ser- 
geants for  promotion  to  sergeant 
major.  Another  800  NCOs  were 
selected  for  the  sergeants  major 
course  at  Fort  Bliss,  Texas,  and 
about  300  were  chosen  for  the  non- 
resident course. 

Considered  for  advancement  to 
command  sergeant  major  were  ser- 
geants major  and  master  sergeants 
with  BASDs  of  Jan.  14, 1966  or 
later.  Additionally,  NCOs  had  to 
be  bom  after  Jan.  13, 1941,  to  be 
considered.  The  primary  zone  for 
promotion  to  sergeant  major  in- 
cluded NCOs  with  a DOR  of  July 
31, 1988  or  earlier;  secondary  zone 
consideration  went  to  NCOs  with  a 
DOR  between  Aug.  1, 1988  and 
July  31, 1989.  Board  results  will  be 
released  in  April. 

ARNEWS 

Transcript  lists 
military  train- 
ing, experience 

Military  training  and  job  ex- 
perience can  be  a plus,  but  if  it’s 
not  on  paper,  schools  and 
employers  don’t  know  you  have  it. 
You  need  a military  transcript. 

Enlisted  soldiers  and  veterans 
are  eligible  for  transcripts,  if  they 
entered  active  duly  on  or  after  Oct. 
1, 1981,  and  have  remained  on  ac- 
tive duty  through  at  least  Jan.  1 , 


News  Briefs 


1984.  The  transcripts  are  offered 
through  the  Army/American  Coun- 
cil on  Education  Registry 
Transcript  System.  The  system 
provides  enlisted  soldiers 
transcripts  of  their  military  train- 
ing, job  experience  and  educational 
experience  on  active  duty. 

The  transcripts  are  automatically 
sent  to  soldiers  about  7 months 
before  they  leave  the  service. 

They  are  also  produced  for  free 
upon  request.  To  receive  a 
transcript,  contact  your  Army 
education  center  or  the  AARTS 
Operations  Center  at  Fort  Leaven- 
worth, Kan.,  66027-5073;  (913) 
684-4211  or  DSN  552-4211. 

ARNEWS 


DoD  commem- 
orates WW II 

W From  1941  to  1945,  the  United 
States  was  engaged  in  a life-and- 
death  struggle  for  freedom.  Today, 
50  years  after  the  beginning  of  that 
era,  the  Department  of  Defense  is 
encouraging  Americans  to  reac- 
quaint themselves  with  the  lessons 
and  history  of  World  War  II. 

Beginning  in  June  1991  and  con- 
tinuing through  Veterans  Day 
1995,  the  commemoration  focuses 
on  honoring  veterans,  their 
families  and  those  on  the  home 
front.  It  will  also  develop  programs 
and  materials  that  provide  insight 
into  the  war. 

“We  want  to  educate  Americans 
about  this  era,”  said  retired  Ft. 

Gen.  Claude  M.  Kicklighter,  execu- 
tive director  of  the  50th  Anniver- 
sary of  World  War  II 
Commemoration  Committee. 

The  committee  has  assigned  a 
theme  to  each  year  of  the  com- 
memoration; 1991 — preparation/ 
entry  into  war;  1992 — defense; 


1993 —  transition  to  offense; 

1994 —  the  tide  turns;  and  1995  — 
peace. 


Shift  expected 
to  change  the 
Reserve 

B Army  leaders  say  the  Reserve 
and  National  Guard  will  play  a 
more  vital  role  in  the  future. 
They’re  working  now  to  ensure  the 
reserve  component  is  up  to  the 
task.  FORSCOM  is  spearheading  a 
project  aimed  at  improving  the 
readiness  of  reserve  units. 

The  “Bold  Shift”  project  will  in- 
clude increased  readiness  exercises 
for  contingency  reserve  forces  and 
a top-to-bottom  review  of  soldier 
and  unit  training  methods.  Army 
leaders  have  grouped  Bold  Shift 
into  seven  programs.  When  put 
together,  the  initial  letter  of  each 
program  spells  RESULTS:  Reor- 
ganization and  realignment  of 
reserve  units;  Exercise-Operational 
Readiness  exercises  for  contingen- 
cy force  units;  Soldier  training  in- 


itiatives; Unit  training  initiatives; 
Leader  training  development  initia- 
tives; Training  involvement  by  the 
wartime  chain  of  command;  and 
Support  (full-time  manning). 
Details  of  each  initiative  will  be  an- 
nounced early  next  year. 

ARNEWS 


SMA  Kidd  cites 
Army,  soldier 
challenges 

I Sergeant  Major  of  the  Army 
Richard  A.  Kidd  cited  challenges 
for  the  Army  and  its  soldiers  in  the 
coming  years,  during  a January 
visit  to  Fort  Benjamin  Harrison, 
Ind. 

He  was  there  to  open  the  Selec- 
tive Early  Retirement  Board  for  ser 
geants  major  and  command 
sergeants  major.  During  his  stay, 
he  spoke  to  soldiers  on  a variety  of 
issues,  including  the  NCO  Educa- 
tion System,  which  he  said  is  “here 
to  stay,”  and  leadership. 

ARNEWS 


CONAP  Monthly  Statistics 


Brigade 

CONAP 

Agreements  for 
3 - 28  Feb  92 

Total  CONAP 
Agreements 

1st 

39 

267 

2d 

166 

1,282 

4th 

159 

249 

5th 

53 

246 

6th 

40 

124 

4 


Recruit  'I  Journal 


Pro  Talk 


early  95  percent  of  today’s  salespeople  could 
sell  better,  sell  faster,  and  sell  more  if  they 
would  only  develop  better  presentation  skills. 

A great  majority  of  the  people  selling  today  say  just 
whatever  comes  out  of  their  mouths.  Research  has 
shown  that  every  top  salesperson  and  every  top  sales 
organization  works  from  a structured,  organized, 
planned  sales  presentation.  The  unsuccessful  sales- 
people are  the  ones  who  have  no  structured  presenta- 
tion. Planned  presentations  are  essential. 

Successful  presentation  must 
be  directed  toward  a prospect’s 
specific  needs.  Until  you  find  a 
need,  it  is  too  early  to  begin  the 
actual  presentation.  The  first 
thing  you  must  do  after  estab- 
lishing rapport  and  building  a 
trust  bond  with  your  prospect  is 
to  establish  a need.  Until  you 
can  talk  to  the  prospect  to  elicit 
their  concerns  and  their  areas  of 
dissatisfaction,  and  until  you’re 
clear  about  what  it  is  that  your 
prospect  wants,  or  the  disparity 
between  where  they  are  and  where  they  want  to  be,  it’s 
too  early  to  make  a presentation. 

Remember ...  no  need,  no  presentation! 

The  next  key  to  remember  is  that  a planned  presenta- 
tion is  cs.sential  in  allowing  you  to  be  more  effective. 

A planned  presentation  is  not  too  complicated.  It  is 
much  more  dramatic,  dynamic  and  powerful  than  any 
ad  hoc  presentation  can  ever  be.  It  is  both  a teaching 
and  learning  process.  In  the  course  of  your  presenta- 
tion you  teach  a pro.spect  about  your  product  or  service. 
You  teach  how  the  benefits  of  an  enlistment  or  a com- 


mission can  satisfy  felt  dissatisfactions  and  established 
needs.  You  also  learn  which  features  and  benefits  of  an 
enlistment  or  a commission  can  satisfy  their  felt  dis- 
satisfactions and  their  established  needs.  You  learn 
which  features  and  benefits  of  military  service  are  most 
important  to  them. 

Interest  in  your  sales  presentation  is  developed  by  ex- 
plaining features,  or  more  simply  stated,  what  your 
product  is  and  what  it  can  do  for  the  prospect.  But  you 
want  your  prospects  to  show  more  than  just  an  interest. 

You  want  them  to  develop  a 
desire  for  ownership.  This  desire 
for  ownership  is  aroused  by  dis- 
cussing benefits.  As  long  as  you 
are  discussing  features  you  are 
simply  conveying  information. 

As  soon  as  you  start  to  talk  about 
benefits,  which  is  how  the  in- 
dividual feature  will  relate  to 
what  the  prospect  desires,  you 
build  a desire  for  ownership.  You 
build  a bridge  for  the  prospect  to 
use  in  accepting  ownership  of 
your  product. 

All  good  selling  is  feature  and  benefit  selling.  You 
explain  the  feature  by  saying  this  is  what  it  is  and  this  is 
what  it  does.  Then  you  state  the  benefit  by  saying  this 
is  what  it  means  to  you. 

A vital  key  to  remember  is  that  the  most  powerful 
line  in  all  of  selling  is:  “What  this  means  to  you  is...” 

This  line  is  very  powerful,  and  as  long  as  you  are 
using  this  line  throughout  your  sales  presentation,  you 
will  always  be  talking  about  benefits.  This  is  especially 
important  since  prospects  only  buy  benefits  that  are 
solutions  to  their  problems.  These  benefits  resolve 


All  good  selling 
is  feature  and 
benefit  seliing 
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their  felt  dissatisfactions. 

Prospects  do  not  buy  products.  They  do  not  buy  an 
enlistment  just  for  the  sake  of  an  enlistment.  They  buy 
it  for  the  benefits  that  it  will  provide.  Benefits  arouse 
the  desire  to  solve  the  need,  and  the  enlistment  is  a 
means  to  this  end.  It  is  the  feeling  or  the  emotion  that 
causes  people  to  buy. 

The  question  that  everybody  has  is,  “WIIFM?”  It’s 
everybody’s  favorite  radio  station.  It  means,  “What’s 
in  it  for  me?”  As  long  as  you  are  talking  to  the 
prospect  and  saying 

“This  is  what’s  in  it  for  you...” 

“What  this  means  to  you  is...” 

“This  is  how  you’ll  benefit...” 

“This  is  how  you’ll  enjoy  it...” 

you  are  tuned  in  to  the 
prospect’s  wave  length.  You 
are  tuned  in  to  the  prospect’s 
station. 

You  want  the  prospect  to 
give  “yes”  answers  at  least 
six  times  in  a sales  presenta- 
tion. Your  sales  presenta- 
tion has  been  designed  to 
do  this.  The  Army  and 
Army  Reserve  sales  book 
presentation  and  JOIN  sales 
presentation  are  designed  to 
go  from  the  general  to  the  particular  because  the  best 
sales  presentations  are  those  that  do  just  that.  They 
allow  for  “yes”  answers  to  be  given  as  you  present  the 
features  and  benefits  that  solve  the  prospect’s  felt  dis- 
satisfactions. This  is  known  as  the  “Ascending  Close.” 
The  “Ascending  Close”  is  based  on  a Socratic  ques- 
tioning method  which  states  that  people  must  first  dis- 
cuss and  agree  on  what  is  mutually  agreeable  before 
going  to  areas  of  disagreement.  Asking  questions  that 
elicit  “yes”  responses  keeps  the  prospect  consistent, 
committed,  and  involved  in  the  sales  presentation. 

Since  involvement  translates  into  commitment,  it  is 
very  important.  It  means  allowing  the  prospect  to  as- 
sociate as  many  of  the  five  senses  as  possible  with  your 
product.  Automobile  salesmen  keep  the  prospect  in- 
volved by  allowing  the  prospect  to  walk  around  the  car 
and  touch  it.  They  allow  the  prospect  to  test  drive  the 
car.  They  allow  the  prospect  to  feel  the  weight  of  it. 
They  activate  the  prospect’s  senses  and  keep  the 
prospect  involved. 


It  is  important  for  you  to  keep  the  prospect  involved. 
While  you  do  not  have  a tangible  product  for  the 
prospect  to  test  drive,  walk  around,  or  feel,  the  JOIN 
sales  presentation  and  the  sales  book  use  visual  sales 
aids  to  allow  you  to  arouse  these  senses.  Visual  sales 
aids  are  22  times  more  effective  than  audio  sales  aids. 
Remember,  telling  is  not  selling.  Don’t  tell  what  you 
have.  Provide  evidence  and  show  what  you  have. 

Always  ask  for  feedback.  The  best  way  to  ask  for 
feedback  is  to  use  trial  closes.  Trial  closes  ask  for 
opinions,  not  commitments.  They  are  simply  ways  of 
saying,  “Do  you  like  this  so  far?”  or  “Does  this  make 
sense  to  you?”  or  “Is  this  an  improvement  on  your  exist- 
ing situation?”  So  ask  for  feedback  continually. 
Professional  salespeople  start  asking  for  feedback 
through  trial  closes  from  the  first  part  of  the  presenta- 
tion. Many  people 
don’t  ask  for  any  feed- 
back until  the  end  of  the 
end  of  the  presentation 
because  they  are  afraid 
of  rejection.  By  this 
time  it  is  too  late.  It  is 
important  to  ask  for 
feedback  continually 
from  the  very  beginning. 

Remember  the  80/20 
Rule.  This  rule  says 
that  80  percent  of  the 
prospects  are  interested 
in  20  percent  of  the  features  and  benefits.  Listen 
during  the  sales  presentation  and  look  for  the  “hot  but- 
ton.” This  is  the  dominant  buying  motive,  the  area 
where  the  prospect  feels  dissatisfied  with  his  or  her  cur- 
rent situation.  Once  you  have  identified  this  felt  dis- 
satisfaction, forget  the  other  features  and  close  the  sale 
by  focusing  solely  on  this  area.  Use  other  features  only 
if  they  are  later  needed  or  as  reinforcement  once  the 
buying  decision  has  been  made. 

One  final  closing  technique  to  consider  is  using  the 
“Power  of  Suggestion”  close.  This  technique  means 
talking  in  terms  of  the  prospect  using  and  enjoying 
your  product  throughout  the  entire  presentation.  Talk 
in  terms  of  the  results,  benefits,  or  pleasure  the  prospect 
is  going  to  get.  Talk  past  the  sale,  and  talk  in  vivid  im- 
ages throughout  the  presentation.  Convey  the  emotion 
and  pleasure  the  prospect  will  get  by  enlisting  or  accept- 
ing a commission  into  the  Army  or  the  Army  Reserve. 

POC:  HQ  USAREC  Training  & Plans  Directorate, 
Sales  Training  Division 


Good  things  come  to 
those  who  wait,  but 
only  the  things  left  by 
those  who  hustle 


Ad-Vantage 


Hip  pocket 


mailing 


new  direct  mail  program 
Z/~udesigned  to  provide  recruiters 
with  the  flexibility  to  target  a 
specific  message  to  a local 
audience  is  now  available,  accord- 
ing to  USAREC’s  direct  mail 
manager,  SEC  Rich  Lamance. 
Called  Hip  Pocket,  the  program 
was  created  to  tailor-make  a local 
direct  mail  effort  that  is  stand- 
ardized throughout  the  command. 

The  Hip  Pocket  program  con- 
sists of  17  different  letters  mailed 
from  the  fulfillment  center  in  War- 
minister,  Penn.  Three  of  the  letters 
are  written  to  the  active  Army 
audience,  13  letters  are  written  to 
the  reserve  audience  and  one  letter 
is  written  to  the  combined  active 
and  reserve  audience. 

The  process  begins  with  the 
recruiting  company  canvassing  sta- 
tions to  find  out  their  recruiting 
needs.  Each  station  identifies  the 
type  of  message  they  would  like  to 
send  and  the  area  they  would  like 
to  reach.  The  battalion  then  fills 
out  a Hip  Pocket  Request  Form 
and  forwards  it  to  brigade.  The 
brigade  consolidates  the  forms  and 
makes  a monthly  mailing  of  the 
forms  to  HQ  USAREC.  In  3 to  4 
weeks,  the  prospect  will  receive  a 
letter  mailed  by  the  subcontracted 
fulfillment  house. 

Reserve  units  can  reap  great 
benefits  from  the  use  of  these  let- 
ters. A recruiter  can  choose  a letter 
from  one  of  nine  skill  specialties  to 


send  to  prospects  within  a 50-mile 
radius  of  the  Reserve  unit  for 
which  he  or  she  is  recruiting.  When 
a recruiter  needs  prospects  for  an 
engineer  unit,  for  example,  he  or 
she  can  send  a letter  with  informa- 
tion on  the  engineering  specialty  to 
prospects.  This  provides  the 
reserve  recruiter  with  a solid  lead. 

Along  with  the  skill  specialities 
for  reserve  recruiting  are  letters  on 
money  for  college,  skill  training, 
and  a letter  combining  money  for 
college  and  skill  training. 

For  active  Army  recruiting,  the 
choices  in  letters  are  money  for  col- 
lege, skill  training,  and  the 
Delayed  Entry  Program.  The 
recruiting  company  determines  the 
RSID  area  to  which  the  letter  will 
be  mailed  and  the  fulfillment  cen- 
ter mails  to  all  names  covered  by 
the  requested  RSID.  Recruiters  can 
also  provide  their  own  lists  for 
mailing. 

The  prospect  fills  out  and 
returns  a business  reply  form  at- 
tached to  the  top  of  the  letter.  A 
postage  paid,  self-addressed  en- 
velope is  provided.  The  fulfillment 
house  then  mails  the  prospect  an 
RPI  and  a fulfillment  letter  contain- 
ing more  information  about  Army 
opportunities  and  the  telephone 
number  and  address  of  his  or  her 
nearest  recruiting  station.  The 
recruiter  receives  a LEADS  card 
from  the  fulfillment  center. 


There  are  a few  stipulations  to 
the  program,  however.  According 
to  Lamance,  once  a letter  has  been 
mailed  to  a certain  RSID  coverage 
area,  another  letter  cannot  be  sent 
to  the  same  RSID  area  for  at  least 
60  days.  This  ensures  that  the 
prospects  do  not  receive  mixed 
messages  or  receive  messages  that 
compete  with  each  other. 

Also,  for  FY  92,  each  brigade  is 
limited  to  mailing  50,000  names 
per  month  and  four  separate  mes- 
sages. Brigade  A&PAs  make  the 
decision  on  which  requests  to  for- 
ward. Currently,  no  requests  from 
the  field  have  been  denied, 
Lamance  pointed  out. 

“We  first  started  receiving  re- 
quests from  the  field  in  early 
December,”  Lamance  said.  “The 
response  so  far  has  been  great.  One 
interesting  thing  about  Hip  Pocket, 
so  far,  is  that  100  percent  of  those 
who  respond  are  forwarded  to 
recruiters  as  eligible  leads.” 

Lamance  says  that  the  Hip  Pock- 
et program  has  a lot  more  room  to 
grow.  “This  is  a local  direct  mail 
program  that  can  expand  into  25 
more  letters  in  FY  92,”  said 
Lamance.  “If  recruiters  want  to  add 
additional  specialties  or  expand 
their  messages  to  prospects,  there’s 
plenty  of  room  to  grow.” 

For  more  information  about  how 
you  can  use  the  Hip  Pocket  pro- 
gram, contact  your  battalion  A&PA 
office. 


Army  Recruiting  and  Accession 
Data  System  — ARADS 


~\  f you  work  in  a recruit- 
ing station  your  view 
J of  ARADS  may  be  one 
of  sending  projections 
and  getting  back  some 
processing  results;  but 
did  you  know  that 
ARADS  is  one  of  the 
largest  computer  systems 
in  the  Army  today?  Not 
only  is  it  used  by 
recruiters,  but  also  by 
marketing  personnel  and 
personnel  administrators. 

In  fact,  when  you  send  in 
a projection,  chances  are 
that  some  pieces  of  that 
electronic  record  will  be 
automatically  forwarded  to 
the  Training  and  Doctrine 
Command,  the  Personnel 
Command  and  other  Army 
agencies.  In  the  future 
ARADS’  role  will  expand 
to  include  electronic  mail, 
transmittal  of  lead  informa- 
tion, including  high  school 
ASVABs,  to  recruiting  sta- 
tions, and  even  Production 
Management  System  cal- 
culations. 


Mr.  Marty  Izard,  an  operations  manager  with  the  ARADS  contractor,  Electronic 
Data  Systems  Corporation,  checks  data  storage  at  Fort  Sheridan.  (Photos  by 
Gary  Melbarzdis) 


ruiter  Journal 


The  Applicant  Projection 

ARADS  receives  over  18,000  phone  calls  from  sta- 
tions and  companies  every  week.  The  process  begins 
after  the  recruiter  creates  a projection  record  on  the  JOIN 
system  and  passes  it  on  a disk  to  the  station  commander. 
After  the  station  commander  reviews  the  projection,  it  is 
forwarded,  using  station  commander  JOIN/ ARADS  in- 
terface software,  to  the  ARADS  Regional  Data  Center 
(RDC)  at  St.  Louis. 

At  the  RDC,  the  projection  is  checked  to  see  if  it  is 
“correct.”  Many  times  projection  records  are  rejected 
because  of  improper  RSID  or  arrival  time.  Sometimes  a 
recruiter  will  select  a population  group  that  does  not 
match  an  ethnic  group,  and  the  projection  will  be 
rejected.  An  automated  message  will  be  placed  in  the 
station  “mailbox”  at  the  RDC  that  will  tell  if  the  projec- 
tion was  accepted  or  why  it  was  rejected.  The  message 
will  be  sent  back  to  the  station  the  next  time  the  station 
dials  in.  This  message  is  usually  ready  within  5 minutes. 

You  may  have  wondered  about  those  occasions  when 
the  battalion  operations  section  has  a projection  and  the 


guidance  counselors  don’t.  When  the  projection  has  been 
accepted  at  the  RDC,  the  company  and  battalion  can  view 
it  because  they  are  connected  directly  to  the  RDC  com- 
puter; however,  the  guidance  counselors  will  not  see  it 
until  it  has  been  received  and  processed  on  the  ARADS 


“If  ARADS  gets  about  3,000  calls 
a day,  when  is  the  best  time  to 
dial  into  ARADS?” 

On  occasion,  when  you  dial  into  an 
ARADS  Regional  Data  Center 
(RDC)  you  may  encounter  a busy 
signal.  If  this  happens,  try  again. 
Just  keep  in  mind  that  the  busiest 
time  at  the  ARADS  RDC  is  from 
about  9 a.m.  until  noon  (each  time 
zone). 


Mr.  Bill  Roberts,  a computer  operator  at  HQ  USAREC,  replaces  a circuit  board 
in  the  USAREC  communications  network. 


computer  in  their  shop. 

Normally,  guidance  coun- 
selors should  be  able  to  see  a 
projection  record  in  about  15 
minutes  or  less.  In  a live  test 
done  with  SFC  Moore  of  the 
San  Bernardino  (Calif.) 

Recruiting  Station  in  February 
1992,  a projection  arrived  at 
the  guidance  counselor  shop  in 
less  than  4 minutes. 

At  the  guidance  counselor 
shop  the  ARABS  computer 
automatically  transmits  the 
projection  to  the  MBPS  Sys- 
tem 80.  When  a tester  is 
projected  prior  to  the  test,  then 
the  MBPS  operator  only  has  to 
enter  the  social  security  num- 
ber to  pull  up  the  record  and 
enter  the  test  scores.  The 
scores  are  then  sent  back 
through  ARABS  to  the  recruit- 
ing station  and  company. 

However,  if  the  record  is  not  in 
ARABS  then  a MBPS 
operator  must  enter  everything 
manually.  If  they  cannot  read 
the  information  on  the  manual 
USMBPCOM  714,  particular- 
ly the  RSIB,  or  if  they  enter  it 
incorrectly,  test  results  may  not  come  back  over  ARABS. 
This  might  mean  a wait  of  several  days  until  the  official 
test  results  are  available. 

After  an  applicant  takes  a physical,  the  medical  data  is 
manually  entered  into  the  MEPCOM  System  80  com- 
puter. The  medical  information  is  then  automatically 
transferred  to  the  ARABS  computer  in  the  guidance 
counselor  shop  and  sent  to  the  RBC.  Again,  the  RBC 
computer  puts  it  into  a station  mailbox  and  waits  for  the 
station  to  dial  in.  No  matter  what,  physical  results  will  not 
be  available  through  ARABS  until  the  MBPS  personnel 
enter  it  into  their  System  80. 

When  the  applicant  sits  down  with  the  guidance  coun- 
selor, the  guidance  counselor  should  pull  up  the 
applicant’s  record  on  ARABS.  After  reviewing  and  com- 
pleting the  record  (the  more  information  the  recruiter 
sends  through  ARABS,  the  faster  this  process  goes  for 
the  applicant)  the  guidance  counselor  transmits  the 
applicant’s  record  to  RBQUBST.  He  or  she  connects  to 
RBQUBST  and,  hopefully,  finds  a job  for  the  applicant. 
BBP-in  information  is  received  from  RBQUBST  and 
forwarded  through  ARABS  back  to  the  station  and  com- 
pany. ARABS  also  sends  the  information  to  the  Person- 
nel Command  (PBRSCOM)  and  the  Training  and 


Boctrine  Command  (TR  ABOC)  for  further  processing  so 
that  it  will  be  ready  for  the  applicant  when  he  or  she 
arrives  at  the  Reception  Battalion. 

The  first  automated  user  registration  package  in  the 
Recruiting  Command  was  implemented  on  ARABS  a 

Helping  staffs  support 
the  recruiting  effort 


few  months  ago.  Battalion  Terminal  Area  Security  Of- 
ficers need  only  enter  one  module  in  ARABS  to  grant 
ARABS  access  to  new  guidance  counselors  and  other 
new  ARABS  users.  Six  US  ARBC  forms  were  eliminated 
when  the  module  was  turned  on. 

ARABS  also  supports  the  marketing  function  with  a 
software  module  that  Advertising  and  Public  Affairs 
sections  use,  called  the  Local  Media  Payment  System 
(LMPS).  LMPS  is  available  at  battalion,  brigade  and  HQ 
USARBC  levels. 


JOIN/ARADS  Version 
2.0,  that  is 


r~\  n 18-month  effort  combining  the  work 
/ A \ of  recruiters  and  programmers,  both 
U \Amilitary  and  civilian,  is  about  to  bear 
fruit  for  the  command.  New  JOIN/ARADS  in- 
terface software  for  companies,  stations  and 
recruiters  will  be  released  before  the  end  of  the 
summer.  All  new  JOIN/ARADS  software  will 
have  pop-up  help  screens  to  assist  new  users, 
“hot  keys”  to  allow  the  user  to  move  between 
the  various  options  quickly,  the  ability  to  start 
programs  from  the  A>  prompt  rather  than 
having  to  reboot  the  JOIN,  and  numerous  other 
functional  improvements.  Many  screens  will  be 
changed  to  use  recruiter  language  instead  of 
computer  jargon. 


Recruiter  Software 

Everyone  knows  a recruiter  who  has  spent  hours  work- 
ing an  applicant  only  to  find  out,  after  driving  him  to  the 
test  site,  that  he  had  tested  for  the  Army  in  some  other 
state  just  a few  weeks  ago  and  had  a QT  of  19.  Recruiters 
will  be  able  to  do  an  applicant  inquiry  through  the  station 
commander’s  software;  that  is,  they  will  be  able  to  tap 
into  the  ARADS  database  to  get  the  test  results,  and  even 
physical  results,  of  anyone  who  has  processed  for  the 
Army  at  any  MEPS  within  the  last  2 years.  Another  new 
feature  will  be  the  ability  to  select  DAZ  Service 
Processed  For  option  (ANC  recruiters  will  be  able  to 
project  nurse  applicants  for  their  physicals). 


Station  Commander  Software 

Station  commanders  will  receive  new  software  along 
with  the  new  recruiter  software  during  the  summer.  Sta- 
tion commanders  will  be  able  to: 

Cancel  projections. 

Do  an  applicant  inquiry. 

Print  an  updated  automated  200  card  when  new 
applicant  information  is  received  from  ARADS, 
such  as  test  scores,  physical  results  or  DEP  infor- 
mation. 

Company  Leadership  Team 
Software 

Company  commanders  and  first  sergeants  have  long 
complained  that  their  JOIN/ARADS  software  is 
awkward  and  slow.  A new  version  of  the  CLT 
JOIN/ARADS  Interface  software  may  already  be  in  the 
hands  of  some  CLTs  by  the  time  you  read  this.  Some  of 
the  new  features  CLTs  will  find  are: 

Single  dial-up  capability.  CLTs  will  no  longer 
have  to  call  ARADS  twice,  once  to  go  on-line 
and  then  to  receive  files.  With  one  call  files  that 
are  ready  at  the  Regional  Data  Center  (RDC)  will 
be  automatically  downloaded  to  the  JOIN  and 
then  an  on-line  session  will  begin. 

The  new  version  will  be  stored  on  the  JOIN  hard 
drive.  This  allows  much  faster  access  to  the 
programs  and  reports.  A travelling  version  will 
continue  to  be  available  on  diskette. 


CPL  Darryl  Liningham 
(left)  and  SPC  Kurt 
Davis  are  the  USAREC 
programmers  who 
work  on  JOIN  software 
updates,  revising  the 
program  to  incor- 
porate changes  that 
will  make  the  software 
more  responsive  and 
efficient . (Photo  by 
Gary  Melbarzdis) 

The  ability  to  recover  files  lost  during  the  day 
using  a Recover  and  Receive  function  similar  to 
the  one  already  available  in  recruiting  stations. 
ARADS  will  check  the  version  number  of  the 
software  to  ensure  that  CLTs  are  using  the  latest 
version. 

Projection  lists  will  be  available  much  faster. 

CLT  software  will  also  have  a Floor  Results  op- 
tion but  it  will  not  be  functional  until  some  chan- 
ges are  made  in  ARADS  in  September  1992 
(hopefully  earlier).  The  report  will  provide  infor- 
mation about  what  has  recently  happened  on  the 
floor,  including  each  applicant’s  QT,  PULHES, 
and  contracting  information  (MOS,  years  enlisted 
and  options).  The  Floor  Results  Report  will  be 
automatically  downloaded  to  the  CLT  JOIN 
whenever  the  CLT  logs  into  ARADS.  Stations 
wilt  have  to  project  each  applicant  into  ARADS 
before  the  day  of  processing  or  they  will  not  ap- 
pear on  the  floor  report.  Also,  we  arc  dependent 
upon  MEPCOM  to  manually  enter  medical  data 
into  the  System  80  for  transfer  to  ARADS,  so 
CLTs  may  find  that  they  have  contracting  results 
before  they  have  the  PULHES. 

And  for  the  GC 

Improvements  in  the  new  JOIN  software  will  benefit 
the  RA  and  USAR  guidance  counselor,  too.  Recruiters 
will  enter  and  send  the  following  information  to  guidance 
counselors; 


DAZ  Service  Processed  For  option,  home  phone 
number,  and  place  of  birth. 

A separate  testing  projection  (particularly  for 
those  sites  with  Sunday  night  testing). 
Identification  of  MET  site  or  MEPS  testing  (help- 
ful for  senior  guidance  counselors  who  are  re- 
quired to  produce  a MET  test  projection  list). 

This  is  the  first  JOIN/ARADS  software  upgrade  in 
more  than  2 years.  USAREC  is  constantly  seeking  to 
improve  JOIN/ARADS,  so  if  you  have  any  ideas  or 
suggestions,  please  send  them  to  HQ  USAREC  using 

The  Way  I See  It,  page  13. 

/ \ 

New  JOIN/ARADS  Software 
Features: 

HELP  screens 

Applicant  inquiry  for  recruiters 

Station  commander  projection 
cancellation 

Automated  200  Card 
Improved  software  design 
Hot  keys 

V J 


The  way  I see  it... 

Vision  implies  change.  Change  is  upon  us.  We  are  better  off  to  participate  in  change  and  to  help 
shape  it  than  to  be  dragged  along  by  change.  You  can  help  shape  the  future  and  make  it  better. 

You  know  your  job  better  than  anyone.  What  are  your  ideas  for  improving  operations?  Share 
them  on  the  space  below  and  mail  this  according  to  the  instruction  on  the  back  of  this  form, 
postage  free.  Please  be  as  detailed  as  possible  when  citing  examples  for  improvement. 

Recruiters,  support  staff  and  family  members  are  encouraged  to  use  this  space  to  voice  ideas  and 
concerns.  If  you  desire  a direct  response  to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  not  required. 


received  directly  by  the  U.S.  Army  Recruiting  Command  Chief  of  Staff,  Fort  Sheridan,  III. 
HQ  USAREC  Fm  1825, 1 Jan  91 


Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  SHERIDAN,  ILLINOIS  60037-6000 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  600  FORT  SHERIDAN,  IL 
POSTAGE  WILL  BE  PAID  BY  U.S.  ARMY  RECRUITING  COMMAND 

Commander 

U.S.  Army  Recruiting  Command 
ATTN:  RCCS  (Chief  of  Staff) 
Fort  Sheridan,  IL  60037-6020 


Fold  here  first 


The  Test 


1 . After  receiving  data  from  ARADS,  it  is  necessary  to 

the  resuits  received  since  this  option  wiii  overiay 

old  information. 

a.  store 

b.  recover 

c.  print 

d.  retransmit 

2.  The  RS  Commander's  ARADS  User’s  Manual  is 

a.  USA  R EC  Pam  350-10 

b.  USAREC  Reg  350-10 

c.  USAREC  Cir  350-11 

d.  USAREC  Pam  350-11 

3.  Individuals  who  have  taken  the  student  ASVAB  and  are 
mentally  qualified  for  enlistment  in  accordance  with  AR  601- 
210  are  prioritized  on  the  USAREC  FM  539  as  follows: 

a.  Priority  4 

b.  Priority  3 

c.  Priority  2 

d.  Priority  1 

4.  USARPERCEN  will  provide  a monthly  station  screening 
roster  (MSSR)  to  each  recruiting  battalion  identifying  all  IRR 
members  to  be  screened  by  the  RS  for  the  month  to  which  it 

applies.  This  will  be  accomplished of  the 

month  prior  to  the  screening  month. 

a.  not  later  than  the  1 0th  day 

b.  no  earlier  than  the  1 0th  day 

c.  not  later  than  the  15th  day 

d.  no  earlier  than  the  1 5th  day 

5.  Individual  Ready  Reserve  screening  is  accomplished  by 
the  recruiter  and  includes  which  of  the  following  tasks? 

a.  Measuring  the  IRR  member’s  height  and  weight 

b.  Reviewing  dependency  status  and  availability  for  service 

c.  Reviewing  physical  condition  and  civilian  occupational  skills 

d.  All  of  the  above 

6.  Before  you  can  expect  any  type  of  assistance  from  school 

officials  or  be  accepted  by  the  students  in  developing  a 
school  program,  you  must  first . 

a.  identify  the  centers  of  influence 

b.  obtain  a student  list 

c.  determine  their  needs  and  interests 

d.  establish  rapport  and  credibility 

7.  To  meet  basic  eligibility  requirements  for  the  Selected 
Reserve  Educational  Assistance  Program,  an  individual  must 

have  received prior  to  completing  initial  active 

duty  for  training  (lADT)  including  the  alternate  training  option. 

a.  a high  school  diploma 

b.  a high  school  diploma  or  equivalency  certificate 

c.  a high  school  diploma  or  completed  15  college  semester 
hours 

d.  a high  school  diploma  or  a high  school  completion  letter 

8.  All  individuals  entering  the  selected  reserve  will  receive  a 

Montgomery  Gl  Bill  briefing  by  the . 

a.  individual  recruiter 

b.  RS  commander 


c.  guidance  counselor 

d.  individual  recruiter  or  a member  of  the  CLT 

9.  Once  an  individual  has  been  identified  as  a potential  ROTC 
referral,  the  field  recruiter  will  ensure  the  individual  reads, 
understands  and  signs  the  privacy  act  statement  and 


a.  prepares  a mini-packet  and  submits  it  to  the  RS  commander 

b.  notifies  the  battalion  reserve  operations  section 

c.  prepares  and  forward  a referral  card  (USAREC  Form  966-A) 

d.  refers  the  individual  to  the  RS  commander 

10.  Upon  applicant  enlistment,  RS  commanders  will  ensure 
which  of  the  following? 

a.  DEP  enlistees  have  been  provided  RPI 925. 

b.  Recruiter  pocket  mission  boxes  have  been  updated. 

c.  Referrals  are  solicited  during  each  contact. 

d.  All  of  the  above. 

11.  What  percent  of  male  graduates  must  be  contacted  by  the 
field  recruiter  by  the  30th  of  April? 

a.  85  percent 

b.  75  percent 

c.  50  percent 

d.  100  percent 

12.  The  high  school  program  has  four  distinct  phases.  They 
are  as  follows: 

a.  establish  rapport;  obtain  list;  make  initial  contact;  follow-up. 

b.  obtain  list;  prioritize  LRL;  schedule  ASVAB;  school  presenta- 
tion. 

c.  summer;  fall;  winter;  spring. 

d.  one  DEP  per  school;  one  COI  per  school;  obtain  list; 
schedule  ASVAB. 

13.  Hi-grad  face-to-face  prospecting  activities  including  visits 
to  concentrated  employment  locations  are  to  be  scheduled 


a.  weekly 

b.  after  4:00  p.m.  daily 

c.  monthly 

d.  just  before  payday 

14.  The  Army  ROTC  is  a program  which  offers  college  stu- 
dents the  opportunity  to  graduate  as  officers  and  serve  in  the 


a.  Regular  Army  or  Army  Reserve 

b.  Regular  Army,  Army  Reserve,  or  Army  National  Guard 

c.  Reserve  Components  of  the  Army 

d.  Army  Reserve  or  Army  National  Guard 

15.  Army  ROTC  4-year  scholarships  pay  up  to  80  percent  or 
$7,000,  whichever  is  higher,  for  college  tuition.  It  also  pays 
an  established  amount  for  certain  fees.  Flight  fees  are  in- 
cluded in  this  program. 

a.  True 

b.  False 

(Answers  to  this  month ’s  Test  are  on  the  inside 
back  cover.) 


— enquiring  minds  want 
to  know  about  ARADS 


With  the  imminent  fielding  of  the  new 
CLT  JOIN/ARADS  interface 
software  (Version  2.0)  in  May,  now 
might  be  a good  time  to  answer  the  burning 
question,  “Why  ARADS?”  The  following  is  a 
compilation  of  advantages  that  ARADS 
aficionados  appreciate. 

Advantages  to  the  Recruiter 

Station  commander  is  the  only  level  of  command 
needed  to  get  a projection  onto  the  USAREC 
Form  727.  Recruiters  do  not  need  to  hunt  down 
their  first  sergeant  to  put  a name  on  the  process- 
ing list. 

There  is  no  time  lost  waiting  for  the  chain  of 
command  to  obtain  processing  results.  When  the 
results  are  received,  they  are  in  black  and  white, 
not  relayed  phone  messages.  Results  will  always 
be  available  more  quickly  through  ARADS  than 
the  old  method. 


Processing  information  is  accurate.  No  chance  of 
transcription  errors  between  recruiter  and  station 
commander,  between  station  commander  and 
CLT,  or  between  CLT  and  the  GC. 

Recruiter  can  use  JOIN/ARADS  processing  to  im 
press  applicants  with  the  high  technology  status 
of  the  Army.  No  other  service  can  receive  test 
scores  automatically. 

Recruiter  can  show  how  he/she  cares  for  the  ap- 
plicant by  explaining  that  the  data  put  into  JOIN/ 
ARADS  will  ensure  that  the  applicant  will  have 
accurate  personnel  and  finance  records.  Also,  the 
recruiter  will  be  able  to  point  out  that  when  the 
applicant  finishes  with  the  service,  this  same  ini- 
tial input  will  have  been  transferred  to  Veterans 
Affairs  data  bases,  ensuring  applicant  will  receive 
expeditious  processing  for  benefits  such  as  G1 
Bill  or  Army  College  Fund. 

Recruiters  can  request  applicant  records  from 
ARADS. 


Advantages  to  the  Station 
Commander 

m DPR  is  much  easier  with  a printed  or  on-screen 
processing  list  — no  problems  deciphering  hand- 
writing. (NOTE:  The  requirement  for  the  station 
commander  to  fill  out  US  AREC  Form  533  is  still 
in  force.  After  an  on-going  review  of  recruiting 
management  processes  is  completed,  this  form 
will  also  be  automated.) 

■ Quality  control  of  7 14 A data  is  made  easier  for 
the  same  reason. 

■ Daily  performance  review  with  the  CLT  can  be 
conducted  more  quickly,  since  both  will  have  the 
processing  list  in  an  easy-to-read  format. 

■ During  DPR  with  the  CLT,  attention  can  be 
devoted  to  overall  numbers  and  specific  problem 
cases,  and  time  does  not  have  to  be  spent  transfer- 
ring the  whole  processing  list  verbally  over  the 
phone. 

■ The  ability  to  obtain  accurate  data  on  applicant 
mental  and  physical  results  and  processing  dis- 
position will  be  greatly  enhanced.  Ship  dates  will 
be  accurate. 

Advantages  to  the  CLT 

■ The  company  leadership  team  no  longer  has  to 
prepare  a projection  list  by  hand  and  call  it  in  to 
the  guidance  counselor.  More  time  is  now  avail- 
able for  visiting  stations  and  providing  the 
detailed  guidance  or  assistance  needed. 

m The  CLT  is  able  to  review  the  processing  list  for 
today,  tomorrow  and  several  days  out  from  any 
location  in  the  company  (provided  they  carry  a 
copy  of  the  CLT  software). 

■ JOIN/ARADS  can  print  a TNE  report  that 
provides  a list  of  applicants’  mental  and  physical 
results,  based  on  parameters  set  by  the  CLT. 

Advantages  to  the  Guidance 
Counseior 

■ Preparation  of  the  727  is  completely  automatic  if 
the  field  force  uses  ARADS  properly. 

■ Building  a record  for  REQUEST  requires  mini- 
ma! data  input. 

■ Completion  of  the  DD  Form  1966-1  is  much 
more  accurate  and  does  not  allow  MEPCOM  per- 
sonnel to  mistype  or  misread  data. 

■ Time  spent  taking  calls  from  the  field  force  about 
test  scores  and  applicant  disposition  can  be 
reduced  or  eliminated.  No  time  is  spent  going  to 
MEPS  operations  asking  for  test  scores. 


■ “MEPS  jumpers”  within  the  Army/National 
Guard  are  automatically  identified.  Many  pos- 
sible sources  of  unintentional  erroneous  enlist- 
ments are  stopped  by  the  system. 

Advantages  to  Battaiion,  Brigade, 
HQ  USAREC,  and  the  Army 

A single  source  record  initiation  eliminates  errors  from 
multiple  inputs: 

m No  more  typing  data  from  one  system  into 
another;  especially  no  more  handing  a harried 
and  hurried  MEPS  clerk  a sloppily  written  Form 
1966-1  for  input  into  the  official  data  base. 

- USAREC  enters  USAREC  data.  USAREC 
“owns”  the  personal  data  for  all  its  applicants. 
USAREC  personnel  are  responsible  for  the  per- 
sonal data  being  correct.  ARADS  ensures  that  the 
individual  who  has  the  verification  papers  in 
front  of  him  is  the  individual  who  inputs  the  data 
the  first  time  it  is  needed,  on  the  714A. 

- MEPCOM  “owns”  test  scores  and  physical  data. 
ARADS  eliminates  most  honest  mistakes  on  the 
part  of  USAREC  personnel  and  precludes  cheat- 
ing on  input  of  test  scores. 

■ REQUEST  creates  REQUEST  data  in  response 
to  guidance  counselor  actions,  and  this  data  is 
sent  electronically  to  both  MEPCOM  and  to  the 
CLT  and  recruiting  station.  No  more  uncertainty 
about  what  an  applicant  came  back  with  from  the 
MEPS. 

■ After  the  individual  goes  on  active  duty  or 
reports  to  a TPU,  personnel  and  finance  clerks 
will  have  correct  initial  data,  preventing  a num- 
ber of  problems. 

■ When  the  soldier  has  successfully  completed  his 
or  her  service,  the  Veterans  Affairs  data  base  will 
have  correct  data  and  can  expeditiously  process 
Army  College  Fund  or  other  benefits. 

With  the  high  speed  dedicated  data  communication 
system,  all  parts  of  USAREC  are  now  tied  together  in  a 
government-owned  network  that  is  highly  reliable  and 
very  flexible.  Work  is  started  to  provide  electronic  mail 
service  to  station  level,  as  well  as  to  tie  battalions  into  the 
USAREC  mainframe  for  ad  hoc  queries. 

The  single  most  important  reason  for  using  ARADS  is 
that  it  focuses  attention  on  the  single  most  important 
production  document  in  USAREC;  the  727.  The  names 
that  go  on  that  form  are  the  only  names  that  can  turn  into 
contracts. 
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— training  from  brigade  down 


g g We  want  to  train  US  AREC  at  each  level  of 
use  within  the  next  year,”  says  MSG  Wil- 
liam Watchman,  NCOIC  of  the  Systems 
Division  at  HQ  US  AREC’ s Training  & Plans 
Directorate.  Sounds  like  an  ambitious  project, 
doesn’t  it?  The  task  undertaken  is  especially 
ambitious  as  it  involves  ARADS,  the  Army 
Recruiting  Accession  Data  System. 

SFC  Richard  Reed  is  an  ARADS  trainer  who  works 
with  Watchman.  Reed  says,  “We  train  the  trainers,  start- 
ing at  the  brigade  level,  and  expect  them  to  do  the  same 
on  down  the  chain  at  each  level  of  the  command.”  Reed 
is  responsible  for  developing  exportable  training  pack- 
ages and  lesson  plans  at  the  Training  & Plans  Directorate. 

The  underlying  reason  for  all  of  this  training:  that  the 
recruiter,  the  station  commander,  the  guidance  counselor, 
the  CLT  and  the  BLT  all  know  why  US  AREC  has  imple- 
mented ARADS,  what  each  person’s  role  is  in  its  success- 
ful implementation,  and  what  specific  problems  might 
occur  at  each  level. 

Brigade  training  for  station  commanders  was  com- 
pleted in  February.  Training  for  the  CLT  software  began 
in  March  and  was  scheduled  to  be  completed  in  the 
brigades  before  the  release  of  the  2.0  version  in  May.  The 
next  training  project  will  be  to  develop  exportable  gain- 
ing packages  for  the  BLT,  to  include  operations  and 
guidance  counselor  training  packages. 

Ever  busy,  the  Training  Directorate  is  also  in  the 
process  of  reviewing  all  ARADS  training  currenUy  being 
given  at  the  schoolhouse.  As  a result  of  this  review, 
station  commanders  now  receive  hands-on  training  and 


‘Vaiidation  proves  the 
vaiue  of  training’ 

— Reed 


must  validate  before  completion  of  the  course.  The  same 
process  is  being  researched  and  developed  for  the 
Recruiting  First  Sergeant  Course  and  the  Recruiting 
Commanders  Course,  with  the  goal  to  train  for  each  level 
of  ARADS  use  with  hands-on  training  and  validation  for 
all  at  every  level  of  ARADS  usage. 

Currently  in  the  works  is  the  development  of  a user’s 
guide  and  a list  of  responsibilities  for  each  level  of  use, 
according  to  Reed.  “And  a little  further  down  the  line  is 
the  incorporation  of  ARADS  into  the  UR  350  series,” 
promises  Reed. 

Bottom  line:  The  Training  Directorate  is  trying  to  pull 
the  whole  ARADS  system  together  through  exportable 
and  one-on-one  training  at  each  level  necessary. 

“The  future  of  recruiting  is  not  four  walls,  but  four 
wheels.  We  must  look  at  the  future,  and  automation  will 
take  us  there,”  says  Reed.  “I  believe  in  ARADS.  I believe 
that  it  will  work  and  that  it  will  save  the  command  a lot 
of  time  and  money.” 

POC  for  ARADS  training  at  HQ  USAREC  is  SFC 
Richard  Reed,  1-800-223-3735,  extension  7363. 


ARADS  Validation  Checklist 


u Did  the  student  initiate  the 
recruiter  ARADS  session  with 
recruiter  disk? 

■ Did  the  student  check  record  for 
proper  transmittal  code? 

■ Did  the  student  initiate  the  sta- 
tion commander  session? 

■ Did  the  student  check  the 
processing  list  for  accuracy  and 
deletions? 

■ Did  the  student  transfer  data 
from  recruiter  disk  to  the  station 
commander  disk? 

■ Did  the  student  review  the  ap- 
plicant data  record? 

■ Did  the  student  review/edit  ap- 
plicant scheduling  data? 

■ Did  the  student  send  and  receive 
data? 

■ Did  the  student  print  messages, 
DEP  data,  test  data,  and  delete 
passed  records? 


ARADS  Users! 

Missing  appi leant  records? 
Buildrec  problems? 
Printout  problems? 

Call  the  ARADS  Hotline 
1-800-223-3735,  extension  2141 


CLT Software,  Version  2.0 

■ The  software  was  designed  by 
two  gold  badge  recruiters,  a 
former  recruiting  company 
commander,  and  programmers 
at  HQ  USAREC. 

■ The  new  version  is  stored  on  the 
hard  drive. 

■ The  CLT  will  not  be  required  to 
stay  on-line  to  ARADS  as  long 
as  in  previous  versions  (single 
dial-up  capability). 

■ Help  screens  are  available 
throughout  the  program. 

■ Floor  Report  option  available  in 
summer  1992. 

■ The  Recover/Receive  option 
will  allow  user  to  get  files  lost 
because  of  garbled  communica- 
tions. 

■ ARADS  will  check  JOIN  software 
version  for  proper  usage. 

■ Ability  to  reset  computer  Date 
and  Time  option  for  JOIN  opera- 
tion in  case  of  battery  failure. 

■ A menu  option  will  create  disks 
for  use  by  company  commander 
and  first  sergeant  when  they  are 
away  from  their  offices. 


Field  Files 


Master  of  the 
arts 

The  enchanting  swirls  of  his 
brushes  and  detailed  shadings  of 
his  pencils  are  matched  only  by  the 
power  of  his  graceful  moves  and 
the  strength  behind  his  motion  on 
the  mat.  Being  an  accomplished 
artist  and  an  expert  in  the  martial 
arts,  most  people  would  consider 
SFC  Zachary  Jenkins  a true 
master.  But  the  soft-spoken 
Springfield  (Ohio)  recruiter  is 
more  concerned  with  honing  his 
crafts  than  seeking  praise. 

Upon  his  arrival  in  Springfield, 
after  completing  Recruiting 
School,  Jenkins  called  Bethaney 
Abney,  an  art  teacher  at  Tecumseh 
High  School. 

His  passion  for  art  and  willing- 
ness to  teach  led  him  to  volunteer 
his  talents  and  experience  at  the 
school.  Jenkins  studied  art  and 
design  in  high  school  and  won  a 
scholastic  scholarship.  He 
attended  the  Arts  Student  League 
of  New  York. 

“I  volunteered  to  speak  to  the 
students  and  show  them  my 
portfolio,”  Jenkins  said.  “This 
opened  the  door  and  helped  me 
start  building  rapport  with  the  stu- 
dents.” 

He  now  critiques  the  art 
students’  works  once  or  twice  a 
week.  Jenkins  also  shows  them  the 
fundamentals  of  drawing  and 
sketching,  and  teaches  methods  of 
painting  with  oil,  water  colors  and 
acrylics. 

‘The  students  enjoy  having  him 
in  the  classroom.  They  are  comfort- 
able around  him  and  listen  to  what 
he  says,”  Abney  said. 

Jenkins  uses  his  skills  as  a 
military  instructor  and  teaches  art 
systematically.  “Students  need 
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During  the  classes,  Jenkins  spends 
some  of  the  time  refining  his  craft 
(Photo  by  Jacqueline  Rhodes) 


only  the  desire  to  learn  because 
artistic  ability  is  usually  10  percent 
talent  and  90  percent  acquired 
skills,”  he  said. 

During  that  first  class  with 
Abney,  Jenkins  found  he  could 
help  her  in  yet  another  art  form. 

Abney  volunteered  to  become 
the  after-school  supervisor  for  the 
newly  formed  martial  aits  club.  Al- 
though she  knew  nothing  about 
martial  arts,  Abney  sponsored  the 
club  so  the  students  could  learn 
self-defense.  She  thought  it  would 
have  been  difficult  finding  an  ex- 
perienced instructor,  until  she  met 
Jenkins. 

He  has  not  only  mastered  the 
fine  arts,  but  the  martial  arts  as 
well.  Jenkins  is  a certified  black 
belt  Kung  Fu  karate  instructor.  He 
started  karate  training  in  New 
York  City  and  became  certified 
with  the  South  Korean  Karate 
Association. 

When  Abney  explained  her 
dilemma  to  Jenkins,  he  readily  ac- 
cepted the  challenge  of  becoming 
a part-time  art  teacher,  part-time 
karate  instructor  and  full-time 
recruiter. 


Jenkins  said  working  with  the 
students  helps  him  promote  the 
Army’s  Stay  in  School/Stay  off 
Drugs  Program,  while  mentoring 
the  students  and  teaching  them  the 
secrets  of  the  arts.  “It  gives  me  a 
chance  to  be  a mentor  and  talk  to 
the  students  about  their  goals, 
grades  and  classes. . . and  other 
things  that  are  important  to  them,” 
Jenkins  said. 

Jenkins  prepared  Tony  Partlow, 
a former  student  in  Abney’s  art 
class  and  graduate  from  Tecumseh 
High  School,  to  help  him  teach 
other  students.  Jenkins  worked 
with  him  one-on-one,  increasing 
the  pace  each  week  until  Partlow’s 
skills  were  fine  tuned.  Partlow,  in 
turn,  helps  the  other  students. 

As  a role  model,  Jenkins 
teaches,  leads  and  inspires  the  stu- 
dents. He  combines  his  Army  ex- 
perience with  his  love  of  art  and 
the  mastery  of  martial  arts  to  help 
the  students  develop  artistic 
abilities,  self-esteem  and  con- 
fidence. “Using  my  talents  and 
giving  to  the  students  what  I have 
learned  and  experienced,”  Jenkins 
said,  “makes  me  feel  good  - know- 
ing that  I am  helping  them  to  grow 
and  develop  in  the  areas  of  their 
choice.” 


Jenkins  and  Partlow  demonstrate  the 
“Tiger  Swallow”  during  martial  arts 
classes . (Photo  by  Jacqueline  Rhodes) 


Field  Files 


CPT  Lanny  Ray,  Mankato  (Minn.)  company  commander,  swears  in  Mankato  recruiter,  SGT  Kevin  Sweatt,  on  Mankato  State 
University’s  rappelling  tower  as  part  of  Sweatt’s  recent  reenlistment  ceremony.  Sweatt,  who  reenlisted  for  another  3-year  tour  in  the 
Active  Army,  had  to  settle  for  the  rope-descent  course  for  this  out-of-the-ordinary  ceremony  he  chose  for  himself.  His  first  choice  was 
a free  fall  from  10,000  feet  (Photo  compliments  of  Mankato  Free  Press) 


Hopi 

princess  in 
boots 

“I’ve  always  wanted  to  join  the 
Army,”  said  Sherry  J.  Lomayes- 
tewa.  Miss  Hopi  Princess  of 
1991/92.  “Many  members  of  my 
family  have  served  in  the  Army.” 
The  graduate  of  Hopi 
Junior/Senior  High  School  became 
a member  of  the  Delayed  Entry 
Program  in  July  1991.  She  begins 
basic  training  this  summer  at  Fort 
Jackson,  S.C.  After  basic  training, 
she  will  receive  further  training  as 
a Personnel  Management 
Specialist.  “Joining  the  Army  will 
give  me  a chance  to  see  what’s  out 
there  and  bring  home  this  informa- 
tion to  my  people.” 

“As  Miss  Hopi  my  respon- 
sibilities are  to  my  people,”  stales 


Lomayestewa.  She  visits  as  many 
schools  and  attends  as  many  func- 
tions as  possible.  She  usually  ap- 
pears in  her  Hopi  Dress  when  she 
attends  these  functions.  The  wrap- 
around style  dress  she  wears  is 
called  a “Manta.”  Her  crown, 
which  is  overlaid  silver  was  made 
in  1982  and  donated  by  the  Hopi 
Arts  and  Craft  Guild.  Her  deerskin 
moccasins  and  earrings  are  all  part 
of  the  ceremonial  dress. 

Lomayestewa  enjoys  visiting 
schools  where  she  usually  sings 
traditional  songs  and  teaches  the 
students  about  the  Hopi  language. 
“Keeping  the  Hopi  traditions  alive 
is  very  important,”  said  Lomayes- 
tewa. 

“My  people  are  called  the  ‘Bear 
Clan’;  we  are  the  caretakers  of  the 
Hopi/Tewa  Tribes,”  she  said. 
Lomayestewa  takes  very  seriously 
the  responsibility  passed  on  to  her 
by  her  heritage.  All  she  learns  and 


experiences  as  part  of  the  Army 
family,  she  hopes  to  take  back 
home  for  the  benefit  of  the 
Hopi/Tewa  people. 


Paula  Ramoino,  Phoenix  Bn  A&PA 


Sherry  Lomayestewa  at  the  Hopi  Village 
in  Hopi  Land,  Ariz.  (Photo  by  Paula 
Ramoino) 


Field  Files 


George  E.  Caldwell  was  commissioned  a 2LT  in  the  Army  Reserve 
Nurse  Corps  February  15, 1992,  in  the  Brook  Park,  Ohio,  council  cham- 
bers. A personal  friend  of  Caldwell’s,  U.S.  Representative  Mary  Rose 
Oakar,  performed  the  honorary  function  of  administering  the  oath  of 
office  to  the  new  Army  nurse.  The  ceremonial  pinning  of  the 
lieutenant’s  bars  was  performed  by  Caldwell’s  wife  Patricia  and 
daughter  Heather.“l  think  this  is  an  excellent  opportunity  for  me  at  this 
stage  in  my  life,”  said  Caldwell,  “the  Army  and  I are  a good  match.” 

( Photo  by  Keith  Gottschalk) 


Railroad 

recruiter 

With  rail-crossing  lights  flash- 
ing, whistles  blowing  and  someone 
shouting  “Watch  that  freight  train. 
Max,”  one  of  the  Dallas 
Battalion’s  “finest”  enjoys  his 
time-off  for  the  benefit  of  sick 
children  in  Hurst,  Texas. 

The  Mid-Cities  Rail  Baron  Rail- 
road Club  remained  a secret  until 
SSG  Maxon  V.  Widner,  Reserve 
recruiter  at  the  Hurst  Recruiting 
Station  since  1988,  mentioned  that 
he  and  14  other  members  are  ac- 
tively involved  in  building  and 
operating  miniature  replicas  of  the 
country’s  largest  trains. 

“1  first  started  to  develop  an  in- 
terest in  model  trains  at  age  16  in 


high  school,  but  soon  other  ac- 
tivities consumed  my  time,”  Wid- 
ner said. 

A member  of  Widner’s  church 
awakened  a passion  left  dormant 
for  a number  of  years  when  he 
began  talking  about  the  Rail 
Barons. 

“That  day  in  church,  I learned 
about  men  trying  to  raise  funds  for 
children’s  charities  by  inviting  the 
public  to  view  their  model  trains 
displayed  during  the  Christmas 
holidays,”  Widner  said.  A vacant 
retail  space  was  donated  to  the 
club,  he  added. 

“I  joined  the  Rail  Barons  about 
18  months  ago  and  enjoy  those 
hours  of  relaxation  when  my  mind 
is  not  on  marketing  the  Army,”  he 
said. 

He  enjoys  recreating  rail  lines 
such  as  the  “Rock  Island,”  “South 


Pacific”  and  “Chicago  North 
Western.” 

“I  follow  the  basic  model  train 
kit  instructions,”  said  Widner. 

“But  I also  use  my  imagination  in 
combination  with  my  creativity  by 
building  uniquely  different  train 
sets.  My  9-year-old  son  Max  and  I 
are  now  designing  our  very  own 
‘Texas  Widner’.” 

Widner  says  model  train  build- 
ing is  a pastime  all  members  of  the 
family  can  be  involved  in. 

Widner  said  he  and  his  club 
members  share  a sincere  commit- 
ment to  raise  funds  for  sick 
children.  According  to  Widner, 
spending  time  with  railroad 
workers  to  ask  questions  about  the 
mechanics  of  trains  and  shooting 
photos  at  the  railyards  make  his 
hobby  very  challenging. 

Feeling  good  about  yourself  for 
what  you  do  when  you  are  not 
trying  to  put  young  people  into 
“boots,”matters  a great  deal,  ac- 
cording to  Widner,  who  believes 
that  a successful  recruiter  must 
maintain  a healthy  balance  in  his 
daily  life. 

Widner  explained,  “In  order  for 
me  to  remain  motivated  and  sales- 
oriented  as  a recruiter,  I chose  a 
hobby  that  gives  me  personal  satis- 
faction and  I enjoy  watching  my 
completed  model  train  glide  along 
the  track.” 

Helga  Kober,  Dallas  Bn  A&PA 


Widner  makes  an  adjustments  to  his 
railroad.  (Photo  by  Helga  Kober) 


Salutes 


Rings 


ALBUQUERQUE 

SFC  Jeffery  L.  Dean 
SGT  Robert  Malthaner 
SGT  Henry  L Mata 

ATLANTA 

SSG  Ernest  Donaldson 
SFC  Calvin  D.  Forehand 

BECKLEY 

SGT  Terry  M.  Duncan 
SSG  Richard  F.  Godfrey 
SFC  Lamar  Graves 
SFC  Diane  L.  Gumbs 
SFC  Toby  W.  Koon 
SSG  Kurtis  E.  Sutton 
CHICAGO 

SFC  Frances  E.  Harvey 
SSG  Derrick  D.  Brown 
SFC  Michael  J.  Murphy 


CINCINNATI 

SSG  Edward  J.  Bocock 
SFC  John  M.  Krysinski 

DENVER 

SSG  Joel  R.  Weeks 

HQ  USAREC 

SFC  Donald  Schmidt 

INDIANAPOLIS 

SFC  William  V.  Monroe 

SFC  Wayne  G.  Phillips 

JACKSON 

SFC  James  Peterson  Jr. 
JACKSONVILLE 
SFC  Donald  C.  Dume 
SFC  Randy  L.  Mullaly 
SFC  David  Sanocki 
SFC  Rafael  H.  Santiago 
KANSAS  CITY 
SFC  Paul  A.  Smith 


MONTGOMERY 

SSG  Jonathan  James 
SSG  Kenneth  Price 
SFC  Billy  L.  Rochelle 
SSG  Timmy  Tellis 
NEW  YORK  CITY 
SFC  Charles  Holloway 
SFC  Osmond  B.  Kay 
SSG  Erddyn  Vasquez 
OKLAHOMA  CITY 
SFC  Larry  D.  Duran 
SGT  Don  M.  Majors 
SFC  Gary  R.  Morgan 
RALEIGH 
SGT  Rodger  Mason 
SFC  Ronald  D.  Rivers 
RCTG  SPT  CMD 
SFC  Michael  Ervin 
RICHMOND 
SSG  Anthony  Montouth 


SFC  Blondine  R.  Sims 
SANTA  ANA 
SFC  Timothy  Alexander 
SFC  Alberto  M.  Capati 
SFC  John  G.  Kidwell 
SFC  Albert  F.  Macias 
SFC  Irene  F.  Maule 
SSG  James  L.  Smith 
SFC  Kenneth  R.  Soady 
TAMPA 

SSG  Donald  K.  Blake 
SFC  Larry  L.  Dority 
SSG  Julio  Melendez 
SSG  Mildry  M.  Bridges 
SFC  Eugene  Brown 
SSG  Freddie  Curry 
SFC  Luke  E.  Ledger 
SSG  Stephen  Walls 


Gold  Badges 


ALBANY 

SSG  John  D.  Christman 
SSG  Stephen  C.  Cole 
SSG  Christopher  Downing 
SSG  Gregory  J.  Goller 
SSG  Tommy  A.  Jenkins 
SGT  Christopher  Mc- 
Murray 

SSG  Ronald  E.  Mercer 
SSG  Michael  Mitchell 
SSG  Arcillious  Redding 
SGT  Russell  C.  Schmidt 
SGT  Patrick  D.  Stevenson 
ALBUQUERQUE 
SSG  Floyd  R.  Back 
SFC  John  T.  Cockingham 
SFC  Mario  P.  Diaz 
SGT  William  F.  Feagley 
SGT  Jorge  Galvez 
SSG  Paul  A.  Hartless 
SSG  David  Tolver 
SFC  Arthur  Williams 
SGT  Steven  I.  Woodside 
ATLANTA 

SGT  Robin  A.  Brandon 
SFC  Donald  M.  Phillips 
SSG  Bruce  Thompson 
BALTIMORE 
SSG  Gregory  Allen 
SSG  Raul  G.  Aramayo 
SGT  Dennis  F.  Boyd 


SFC  Lamonte  E.  Christy 
SSG  Perry  Curenton  Jr. 
SSG  Thomas  Gibbons 
SSG  Hope  Jacobs 
SFC  Daniel  W.  Lewis 
SSG  Reginald  W.  Lockhart 
SGT  Timothy  S.  Quigley 
SFC  Fritz  Raymond 
SGT  Shawn  Q.  Walker 
SFC  Harold  K.  Watson 
SGT  Jeffrey  A.  Weeks 
SFC  Waymon  D.  Williams 
BECKLEY 
SGT  James  R.  Byrd 
SSG  Jackie  R.  Miracle 
SSG  John  G.  Potter  Jr. 
SSG  Christopher  Rachford 
BRUNSWICK 
SSG  Edward  N.  Ball 
SSG  Thomas  Crowshaw 
SSG  Edward  Krogulski 
SSG  Angel  R.  Rivera 
SGT  Michael  P.  Simon 
SFC  Mark  Throckmorton 
CHICAGO 

SGT  Terry  J.  Cunningham 
SGT  Robert  J.  Olson 
SGT  Pablo  R.  Padin- 
Gonzalez 
CINCINNATI 
SSG  Edward  Rogers 


CLEVELAND 

SGT  Richard  C.  Flowers 
SGT  Mark  A.  Gray 
SSG  Charles  E.  Jones 
SSG  Michael  L.  Lewis 
SSG  Michael  S.  McCoy 
SGT  Theodore  Mc- 
Enearney 

SSG  Eric  B.  Reynolds 
SGT  Charles  Stewart 
SFC  Kenneth  Tormaschy 
SSG  Linton  Walters 
SGT  Robert  E.  Wente 
COLUMBUS 
SGT  Curtis  S.  Brittsan 
SSG  Tommy  E.  Epperhart 
SGT  Dennis  A.  Ford 
SSG  Kenneth  J.  Freeman 
SSG  Mark  B.  Gottshall 
SSG  Aaron  C.  McNeal 
DALLAS 

SSG  Leslie  M.  Anderson 
SSG  Ronald  E.  Buskey 
SSG  John  D.  Conner 
SSG  Michael  W.  Daniel 
SSG  John  S.  Glass 
SGT  Mark  Hagedorn 
SSG  Donald  Hendrickson 
SSG  Luis  S.  Mercado 
SGT  Linda  R.  Rivers 


DENVER 

SGT  Sindy  D.  Barnette 
SGT  Gary  W.  Smith 
DES  MOINES 
SGT  Jeffery  L.  Bouwman 
SSG  Carson  F.  Keinrath 
DETROIT 

SSG  Edwin  L.  Bourne 
SSG  John  B.  Chall 
SFC  Cynthia  S.  Costa 
SSG  Geoffrey  Green  Jr. 
SSG  Louis  J.  Jones 
SSG  Russell  E.  Ward 
HARRISBURG 
SSG  Charles  F.  Bradley  III 
SSG  Darin  T.  Darlington 
SSG  Frank  Quinones 
SSG  James  J.  Rees 
SSG  Charlie  L.  Wilson 
HOUSTON 
SFC  Dennis  J.  Cobb 
SFC  Belinda  M.  Freeman 
SGT  Junius  J.  Landry 
SSG  Gregory  P.  Parham 
SSG  Jimmie  Rodgers  Jr. 
SGT  Gregory  S.  Rush 
SSG  Michael  O.  Seaton 
SSG  Randolph  A.  Wallace 
INDIANAPOLIS 
SSG  Daniel  L.  Anderson 


Salutes 


Gold  Badges 


SFC  Jose  R.  Birriel 
SSG  Craig  R.  Dominie 
SSG  David  C.  Foster 
SSG  Danny  E.  Jackson 
SSG  Keith  D.  Mahan 
SFC  Charlie  R.  Miller 
SSG  Rebecca  L.  Musick 
SSG  Michael  L.  Powell 
SSG  Floward  L.  Salter 
SSG  Jay  R.  Smith 
SSG  Jeffrey  A.  Stokes 
SSG  David  W.  Weston  Jr. 
SSG  Brian  L.  Wignall 
JACKSON 
SGT  Alan  M.  Booker 
SSG  Mauricio  R.  Branwell 
SSG  Timothy  D.  Coop 
SSG  Rudolph  Frazier 
SSG  Willie  George 
SSG  John  E.  Hibbler 
SFC  Michael  E.  Rogers 
JACKSONVILLE 
SGT  Kenneth  J.  Pavilando 
SGT  Jerry  Pridgen 
SGT  Scott  FI.  Ramsey 
SGT  Melvin  J.  Warnock 
SGT  Jacob  White  Jr. 
KANSAS  CITY 
SGT  Thomas  W.  Detjen 
SFC  Jerry  D.  Parsons 
SSG  Glen  A.  Ward 
LANSING 

SSG  Bruce  O.  Black 
SGT  Anthony  S.  Elden 
SSG  Timothy  R.  Keepers 
SSG  Andre  L.  Oldham 
SSG  Lawrence  J.  Peabody 
SSG  Thomas  M.  Van- 
Coppenolle 
LOS  ANGELES 
SGT  David  Angulo 
SSG  Odis  Braxton  Jr. 

SFC  Sandra  L.  Ceballos 
SSG  Travis  Curtis 
SSG  Harry  N.  Delfin 
SSG  Alvin  L.  Friend 
SSG  Tamara  S.  Gamboni 
SSG  Joseph  E.  Jones 
SSG  Joseph  J.  Singer 
SSG  Gary  W.  Williams 
SSG  Elwood  Willis 
MIAMI 

SSG  Rickey  R.  Clairborne 
SSG  Ubaldo  Gonzalez 
SFC  Kermit  Jones 
SSG  Steven  D.  Jones 
SSG  Fernando  Lebron 
SFC  William  J.  Pass 


SSG  David  A.  Pryce 
SSG  Joseph  E.  Simpson 
SSG  Donald  Sledge 
SSG  Richard  A.  Voyles 
MILWAUKEE 
SGT  Mark  S.  Elliott 
SGT  Clyde  Hursh 
SGT  Eugene  Kraemer 
MINNEAPOLIS 
SGT  Timothy  M.  Davidson 
SSG  Scott  B.  Ebsen 
SGT  John  M.  Stokes 
SSG  Frank  H.  Taylor 
SGT  Gary  M.  Tvrdik 
SSG  David  W.  Young 
MONTGOMERY 
SFC  Jerome  E.  Blackman 
SGT  David  A.  Colvard 
SFC  William  E.  Miller 
SSG  Charles  L.  Stokes 
SSG  Phillip  D.  Woodford 
NASHVILLE 
SSG  Raymond  Bruss 
SGT  Ronald  Hixon 
SGT  William  H.  Hopkins 
SSG  Willie  J.  Tiller  Jr. 

SGT  Melvin  F.  Tyson 
NEWBURGH 
SSG  Arthur  S.  Burd 
SSG  Todd  W.  Cadle 
SSG  Craig  C.  Coger 
SSG  James  D.  Creech 
SSG  Darryl  L.  Frazier 
SFC  Eugene  P.  Holcroft 
SSG  Carl  W.  Jackson 
SSG  Derrick  Jackson 
SFC  Earl  E.  Lentz 
SSG  Eric  R.  Marshall 
SSG  Larry  Readdy 
SSG  George  M.  Stinson 
SSG  Earl  L.  Williams 
NEW  ORLEANS 
SSG  Anthony  Bromell 
SSG  Clifton  Carr 
SGT  John  Collins  III 
SFC  Michael  M.  Dameron 
SGT  Donald  E.  Doby 
SFC  Thomas  Freeman  Jr. 
SSG  Rickey  G.  Hampton 
SGT  Joey  P.  Hughes 
SGT  Linda  J.  Jenkins 
SSG  Donald  R.  Leahy 
SSG  Monty  L.  Lewis 
SFC  Donald  R.  Mallett 
SSG  Michael  E.  Neu 
SGT  Shelby  R.  Norris 
SGT  Jeffrey  Rametta 
SGT  Wendell  M.  Reed 


SSG  George  Reyes 
SFC  Curtis  A.  Sanders 
SGT  Gary  L.  Valentine 
SFC  Melvin  Walker 
SSG  Dave  Ward 
1 SG  Calvin  E.  Warren 
SGT  Aaron  H.  Washington 
SFC  Michael  Yegoroff 
NEW  YORK  CITY 
1 SG  Vivien  E.  Aaron  Jr. 
SSG  Leroy  Campbell 
SSG  Bryan  K.  Dickson 
SGT  Rosemarie  A.  Harlan 
SSG  Charles  Harley 
SSG  Jose  A.  Lugo 
SSG  Reginald  S.  Manning 
SSG  Dwight  L.  Morrisey 
SFC  Carlos  Rodriquez- 
Galarza 

SSG  James  S.  Windsor 
OKLAHOMA  CITY 
SSG  Bruce  Austin 
SSG  Danny  Oliver 
SSG  Sidney  Penn 
SSG  Earl  H.  Rice 
SSG  Robert  D.  Shaw 
SGT  Donna  K.  Treadway 
SSG  Matthew  R.  Worden 
PHILADELPHIA 
SSG  Mark  S.  Garner 
SSG  Pernell  Johnson 
SGT  Charles  Sailer 
SSG  Stephen  Shumaker 
PHOENIX 

SGT  Richard  L.  Boddie 
SSG  Robert  H.  Carr 
SGT  Christopher  Coleman 
SSG  James  Crisp 
SGT  Charlene  M.  LeBlanc 
SSG  Patrick  S.  Morris 
SSG  Michael  A.  Peters  Jr. 
SGT  John  M.  Rojas 
PITTSBURGH 
SSG  Carl  E.  Allison 
SSG  Gary  J.  Bowery 
SGT  William  D.  Ellis 
SSG  Vickie  K.  Fearon 
SSG  Brian  L.  Guenther 
SSG  David  A.  Krass  Jr. 
SSG  Leonard  C.  Kuhlen- 
schmidt 

SGT  Charlie  Sampson  Jr. 

SSG  Steven  M.  Turner 

SSG  Patrick  T.  Vetter 

PORTLAND 

SSG  Phillip  Galloway 

RALEIGH 

SGT  John  W.  Owensby 


RICHMOND 

SGT  Marvin  L.  Chattman 
SACRAMENTO 
SGT  Mark  P.  Bartee 
SGT  Barry  A.  Campbell 
SGT  Silvio  E.  Gomez 
SALT  LAKE  CITY 
SGT  Thomas  D.  Bales 
SFC  Robert  D.  Cornett 
SGT  Russell  L.  Moss 
SAN  ANTONIO 
SSG  George  P.  Allen 
SSG  David  Dejesus 
SSG  Louis  P.  Diaz 
SSG  Michael  Hicks 
SAN  FRANCISCO 
SSG  Peter  W.  Almeida 
SFC  Frank  J.  Cirillo 
SGT  Dale  L.  Gilbert 
SSG  Robert  C.  Molton 
SANTA  ANA 
SSG  Joseph  E.  Raimondi 
SSG  Arcadio  Rigual 
SFC  Leon  Tennant 
SEATTLE 
SGT  Leslie  K.  Bikki 
ST  LOUIS 

SSG  Eugean  Anderson 
SGT  Christian  Baker 
SGT  Christopher  Breen 
SSG  Gary  L.  Brown 
SGT  Peter  M.  Claspell 
SSG  Jerry  D.  Dennis  Jr. 
SSG  Jerome  Greene 
SSG  Alvin  C.  Honaker  Jr. 
SSG  Thomas  Kelly 
SSG  Lawrence  Matteson 
SSG  Jerome  McCaskill 
SSG  Jimmy  McKay 
SSG  William  R.  Murray 
SSG  Calvin  W.  Noble 
SGT  Tony  Stadge 
SFC  Richard  D.  Thompson 
SGT  Jerry  P.  Waters 
SYRACUSE 
SFC  Robert  C.  Belcher 
SSG  Victor  Bush 
SGT  Stephen  C.  Foster 
SGT  Richard  A.  Good 
SFC  David  L.  Hockenberry 
SGT  Michael  J.  Sallard 
SSG  John  A.  Sisenstein 
TAMPA 

SGT  Robert  Bartley 
SFC  David  Guzman 
SSG  William  T.  Odom 


RSC  Schedule 


RSM  April 

Cinema  Vans 

BECKLEY,  Mar  31  - Apr  24 
CINCINNATI,  Apr  13  - 24 
CLEVELAND,  Mar  31  - Apr  12 
DETROIT,  Apr  I - 10 
HARRISBURG,  Mar  31  - Apr  10 
HOUSTON,  Apr  1 - 27 
LANSING,  Apr  15  - 27 
MIAMI,  Apr  1 - 15 
MILWAUKEE,  Apr  20  - 27 
NEW  YORK,  Mar  31  - Apr  17 
PITTSBURGH,  Apr  13  - 27 
RALEIGH,  Apr  17  - 27 
ST.  LOUIS,  Apr  1 - 23 

Cinema  Pods 

ALBUQUERQUE,  Mar  31  - Apr  24 
COLUMBUS,  Mar  31  - Apr  24 
JACKSON,  Apr  1 - 24 
KANSAS  CITY,  Apr  1 - 24 
RICHMOND,  Mar  31  - Apr  24 
SALT  LAKE  CITY,  Apr  1 - 24 
SANTA  ANA,  Apr  2-27 

High  Tech 

DALLAS,  Apr  21  - 27 

SAN  ANTONIO,  Mar  31  - Apr  17 

RSM  May 

Cinema  Van 

BALTIMORE,  May  11-15 
DETROIT,  May  4 - 13 
HOUSTON,  Apr  28 
INDIANAPOLIS,  May  15  - 18 
LANSING,  Apr  28- May  1 
LOS  ANGELES,  May  4 - 22 
MILWAUKEE,  Apr  28  - May  1 
NEW  YORK,  Apr  28  - May  5 
PHILADELPHIA,  May  4 - 25,  11  - 22 
PITTSBURGH,  Apr  28  - May  1 
RALEIGH,  Apr  28  - 30 
TAMPA,  May  4 - 29 
SEATTLE,  Apr  30 -May  31 
SYRACUSE,  Apr  28  - May  8 
Cinema  Pods 

ALBANY,  Apr  28  - May  8 
BALTIMORE,  May  11-22 
DENVER,  Apr  28  - May  15 
LOS  ANGELES,  Apr  28  - May  22 
SANTA  ANA,  Apr  28  - May  22 

High  Tech 

DALLAS,  Apr  28  - May  13 
NEW  ORLEANS,  May  15  - 27 


Answers  to  the  Test 


1.  C.  USAREC  Pam  350-10,  page  5-1 

2.  A.  USAREC  Pam  350-10 

3.  D.  USAREC  Reg  350-6,  Appendix  D 

4.  C.  USAREC  Reg  140-4,  para  5c 

5.  D.  USAREC  Reg  140-4,  para  5j 

6.  D.  USAREC  Manual  100-5,  Chapter  5 

7.  B.  USAREC  Reg  621-1,  para  2-1 

8.  C.  USAREC  Reg  621-1,  para  2-3a 

9.  A.  USAREC  Cir  601-85,  para  2-4 

10.  D.  USAREC  Reg  350-7,  para  7-2a 

11.  A.  USAREC  Pam  350-8,  para  4-1  Oa 

12.  C.  USAREC  Pam  350-8,  para  3-1 

13.  A.  USAREC  Reg  350-6,  para  3-12b(1) 

14.  B.  USAREC  Pam  350-6,  para  2-1 

15.  B.  USAREC  Pam  350-6,  para  3-1  b 


Training  Tips 

Question:  What  is  a good  application  exercise  I 
can  use  in  my  recruiting  station  to  improve  my  selling 
skills? 

Answer:  People  buy  because  of  the  feeling  they 
expect  to  enjoy  as  a result  of  the  “purchase.”  List  all 
the  positive  emotions  orfeelings  ownership  of  an  Army 
enlistment  or  commission  would  generate. 

Once  you  have  these  emotions  listed,  write  two 
questions  or  statements  you  can  use  to  suggest  that 
your  prospect  will  indeed  experience  these  feelings  if 
he  or  she  enlists  or  accepts  a commission  into  the 
Army  or  the  Army  Reserve. 

Review  these  statements  or  questions  daily  to  keep 
them  fresh  in  your  mind.  And  then  use  them  in  your 
interactions  with  your  prospects. 


_ \ 


Again,  many  thanks. 


UNITED  STATES  ARMY 
THE  CHIEF  OF  STAFF 

March  11,  1992 


Major  General  Jack  C.  Wheeler 
Commanding  General 
United  States  Army  Recruiting  Command 
Fort  Sheridan,  Illinois  60037 

Dear  Jack, 

Many  thanks  for  the  simply  great  session  on  Saturday 
morning  with  you  and  your  people.  The  session  was  informative 
and  stimulating.  I can't  tell  you  how  much  I appreciate  the  work 
that  you  and  your  people  are  doing  to  recruit  the  best  soldiers  you 
can  for  our  great  Army.  It  all  begins  with  the  United  States  Army 
Recruiting  Command.  Please  thank  all  of  your  people  for  the  fine 
work  they  are  doing;  specifically,  those  who  were  in  attendance 
Saturday  for  their  willingness  to  participate  in  a session  with  me 
during  a weekend. 


Sincerely, 


' GORDON  r:.  SULLIVAN 
General,  United  States  Army 
Chief  of  Staff 


